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This  program  of  study  affords  students 
a  sequence  of  courses  that  wUl  prepare 
them  for  entry-level  management 
positions  in  the  industrial  distribution 
industry.  Industrial  distributors,  who 
fill  the  void  between  manufacturers  and 
their  business  customers,  offer  career 
opportunities  in  sales  and  marketing  as 
well  as  in  general  management.  These 
positions  require  high-level  personal 
contact  with  managers  in  customer 
firms,  marketing  and  managerial 
expertise,  and  familiarity  with  the 
operational  aspects  of  a  distribution 
business. 

The  IDM  curriculum  consists  of 
required  and  elective  courses  that  have 
been  selected  to  give  students  a 
management  perspective  that  is 
germane  to  the  needs  of  industrial 
distributors.  Sales  and  service 
represent  the  heart  of  this  business, 
but  both  must  be  managed  with  skill 
and  with  attention  to  sound  financial 


I  In  the  first  five  years,  136  students  have  earned 
University  degrees  through  the  Program  in 
Industrial  Distribution  Management,  and  virtually 
100  percent  have  found  employment  in  the  field. 


practices.  Although  some  engineering 
courses  are  required,  and  appropriate 
engineering  electives  are  recom¬ 
mended,  the  emphasis  in  this  program 
is  on  business  management. 

Management  is  taught  in  the 
classical  tradition  of  planning, 
organizing,  directing,  and  controlling 
an  activity.  The  thrust  of  instruction  is 
not  on  describing  these  functions, 
although  some  descriptive  material  is 
presented.  Instead,  the  focus  is  on 
analyzing  and  evaluating  the  decisions 
involved  in  each  function.  The  business 
case  is  used  to  illustrate  and  give 
practical  meaning  to  decision  analysis 
and  implementation. 

To  ensure  that  graduates  of  the 
program  have  been  exposed  to  the 
subtleties  and  practical  realities  of 
managing  a  distribution  business, 
formal  instruction  is  supplemented  with 
either  a  practicum  or  an  industry- 
cooperative  assignment.  Both  are 
conducted  on  site  at  a  host  business; 


offices,  plants,  and  warehouses 
function  as  classrooms  and  business 
practitioners  as  instructors.  A  practicum 
is  eight  weeks  in  duration  while 
cooperative  assignments  are  made  for 
six  months. 

A  Unique  Program  of  Study 

Industrial  Distribution  Management 
focuses  on  a  particular  area  of  industrial 
activity,  the  distribution  sector.  This  is 
not  done,  however,  at  the  expense  of  a 
comprehensive  business  education.  The 
program  requires  that  students 
complete  60  semester  hours  of  course 
work,  as  required  of  all  freshmen  and 
sophomores  in  the  College  of 
Commerce  and  Business  Administra¬ 
tion.  These  hours,  or  their  equivalent, 
must  be  completed  before  students  may 
formally  begin  work  on  their  declared 
majors. 

For  the  transfer  student,  this 
requires  16  semester  hours  in  the 
business  disciplines;  31  semester  hours 
of  selected  courses  in  mathematics, 
rhetoric,  psychology,  speech,  and 
computer  science;  and  19  semester 
hours  of  approved  electives.  The 
Industrial  Distribution  Management 
major  itself  includes  course  work 
beyond  the  introductory  level  in 
finance,  marketing,  production, 
engineering,  physics,  and  transporta¬ 
tion. 

Flexibility  has  been  designed  into 
the  program  to  permit  those  with 
advanced  preparation  or  knowledge  of 
the  distribution  industry  to  take 
advantage  of  their  background  and 


experience.  Students  are  not  required  to 
adhere  strictly  to  the  prescribed  course 
sequences.  AU  students  entering  the 
program  receive  individual  counseling 
to  ensure  the  optimal  match  between 
their  previous  preparation  and  program 
graduation  requirements. 

The  Curriculum 

A  student  completing  the  Industrial 
Distribution  Management  Program  will 
graduate  with  a  Bachelor  of  Science  in 
Business  Administration.  The  program 
requires  seventeen  specific  courses,  a 
practicum  or  industry-cooperative 
assignment,  and  a  senior  seminar. 
Specific  requirements  for  the  Industrial 
Distribution  Management  major  are 
shown  below.  General  course 
requirements  for  the  college  are  listed  in 
the  University  Undergraduate  Programs 
catalog. 

Departmental  Requirements 

•  Business  Administration  274  — 
Operations  Research 

•  Business  Administration  321  — 
Individual  Behavior  in  Organizations 
OR  Business  Administration  323  — 
Organizational  Design  and 
Environment 


I  The  University  of  Illinois  College  of  Engineering 
consistently  ranks  among  the  top  five  in  the  nation, 
and  the  1987  U.S.  News  and  World  Report  survey 
named  both  graduate  and  undergraduate  programs 
second  only  to  MIT. 


•  Business  Administration  389  —  Business 
Policy 

•  Economics  384  —  Transportation 

Core  Requirements  for  the  industrial 
Distribution  Management  Major 

•  General  Engineering  103  —  Engineering 
Graphics 

•  Physics  140  —  Practical  Physics 

•  Business  Administration  343  — 
Industrial  Purchasing 

•  Business  Administration  360  — 
Marketing  to  Business  and 
Government 

•  Business  Administration  314  — 
Production  OR  Industrial  Engineering 
388  —  Applications  of  Operations 
Research  to  Industrial  Systems 

•  Business  Administration  315  — 
Management  in  Manufacturing 

•  Business  Administration  294A  — 
Practicum  in  Industrial  Distribution 

•  Business  Administration  294B 
—Practicum  in  Manufacturing 


•  Business  Administration  295  —  Senior 
Seminar  (2  semesters) 

Approved  Electives 

Any  two  of  the  following  courses: 

•  Accountancy  266*  —  Cost  Accounting 

•  Business  Administration  320*  —  Market 
Research 

•  Business  Administration  345  —  Small 
Business  Consulting 

•  Business  Administration  346*  — 
Entrepreneurship:  Small  Business 
Formation 

•  Business  Administration  351  — 
Personnel  Management 

•  Business  Administration  352*  —  Pricing 
Policies 

•  Business  Administration  372*  —  Selling 
and  Sales  Management 

•  Business  Administration  391  — 
Introduction  to  Management 
Information  Systems 

•  Business  Administration  392  — 
Information  Organization  for 
Management  Information  Systems 

•  Business  Administration  393  — 
Management  Information  System 
Development 

•  Business  and  Technical  Writing  271  — 
Sales  Writing 

•  Finance  281*  —  Short-Run  Financial 
Management 

•  Finance  357  —  Financing  Small 
Business 

•  Industrial  Engineering  335*  —  Industrial 
Quality  Control 


•  Psychology  245  —  Industrial 
Organization  Psychology 

•  Speech  Communication  211  —  Business 
and  Professional  Speaking 

•  Speech  Communication  230  — 
Interpersonal  Communication 

^Highly  recommended 

Senior  Seminar 

The  senior  seminar  (Business 
Administration  295)  is  a  2-semester 
market  research  course  in  which 
students  investigate  topics 
recommended  by  practicum  host 
companies  as  being  of  interest  to 
distributors  and  their  suppliers.  Most 
topics  require  field  research 
incorporating  sample  design, 
questionnaire  development, 
interviewing,  and  statistical  analysis. 
The  class  is  divided  into  teams,  each 
of  which  researches  one  of  the 
suggested  topics.  The  results  of  each 
investigation  are  presented  by  the 
students  before  an  audience  of  peers, 
faculty,  and  business  representatives 
at  the  close  of  the  spring  semester. 
Faculty  and  business  representatives 
share  their  knowledge  and  experience 
with  students  during  the  seminar  and 
jointly  evaluate  each  team's 
presentation. 

The  Practicum 

Successful  business  education  should 
enable  students  to  apply  classroom 
learning  to  the  workplace.  The 
practicum  is  designed  to  fulfill  this 


requirement.  The  manufacturing 
practicum  introduces  students  to  such 
operations  as  machining,  machine 
maintenance,  number-controlled 
equipment  functions,  production 
scheduling  and  control,  inventory 
management,  warehousing, 
marketing,  and  sales.  The  industrial 
distribution  practicum  introduces 
students  to  such  distributor  operations 
as  inside  and  outside  sales, 
management,  pricing  and  price 
analysis,  purchasing,  customer 
service,  expediting,  inventory  control, 
and  warehouse  management. 

The  IDM  program  attempts  to 
place  admitted  students  in  a  practicum 
during  the  summer  following  their 
sophomore  year.  A  practicum 
assignment  is  mandatory  for  every 


A  recent  freshman  class  in  the  College  of 
Commerce  and  Business  Administration  had  a 
median  high  school  percentile  ranking  of  96,  a 
median  ACT  score  of  28,  and  a  median  SAT  score 
of  1180. 


student  during  the  summer  following 
the  junior  year.  Scholarships  are 
usually  available  to  students 
participating  in  practicum  assign¬ 
ments. 

The  Industry-Cooperative  Option 

Students  who  desire  a  more  thorough 
on-site  exposure  to  the  operations  of 
manufacturers  or  distributors  and  who 
are  willing  to  delay  graduation  for  a 
semester  may  take  cooperative 
assignments.  These  assignments 
permit  students  to  spend  six  months 
in  a  full-time,  paid  position  with  a  host 
company.  They  offer  an  unparalleled 
opportunity  to  observe  and  participate 
in  the  day-to-day  operations  of  a  host 
manufacturer  or  distributor  under  the 
guidance  of  management  personnel. 
The  student  learns  much  about  the 
business  of  distribution  or  manufactur¬ 
ing,  and  the  host  company  gains  a 
full-time,  college  educated  employee. 
Most  host  companies  maintain  an 
ongoing  salaried  position  through 
which  college  interns  rotate  every  six 
months. 

Career  Paths 

The  IDM  program  prepares  students 
for  entry-level  positions  leading  to  the 
following  types  of  careers  in  distri¬ 
bution  organizations. 

Industrial  sales.  The  most  visible 
part  of  a  distribution  business  is  sales 
and  customer  service.  This  activity 
involves  considerable  personal 


contact.  It  requires  a  thorough 
knowledge  of  products,  product 
applications,  and  customer  needs  as 
well  as  good  communication  skills. 

Sales  management.  This  is  a 
supervisory  position  that  includes 
responsibility  for  the  performance  of  a 
group  of  salespeople  as  well  as  the 
profitability  of  the  territories  they 
serve.  It  requires  sales  experience  and 
administrative  skills. 

Materials  management.  Inventory 
is  a  distributor's  principal  asset,  but  if 
not  properly  controlled,  it  can  become 
a  serious  liability.  In  addition  to 
quantitative  techniques  of  inventory 
control,  materials  managers  need 
competence  with  computers  and  a 
basic  knowledge  of  transportation. 

Warehouse  management.  Virtually 
all  distributors  operate  warehouses. 
The  personnel  who  operate  these 
facilities  are  responsible  for 
materials-handling  procedures,  the 
selection  and  maintenance  of 
materials-handling  equipment,  the 
physical  maintenance  of  the  building, 
and  decisions  regarding  the  number 
and  types  of  warehouses  needed. 
Some  distributors  combine  the 
positions  of  materials  manager  and 
warehouse  manager. 


The  College  of  Commerce  and  Business 
Administration  ranks  among  the  top  twenty  in  the 
nation.  Faculty  quality  was  ranked  sixth  among  all 
business  schools  and  first  among  public  institutions 
in  the  1979  Ladd-Lipset  survey. 


Branch  management.  An 
increasing  number  of  distribution 
businesses  are  multibranch  operations 
requiring  general  management 
competence.  Persons  who  fill  branch 
management  positions  generally  need 
a  working  knowledge  of  every  aspect 
of  the  distribution  business;  a  talent  for 
planning,  coordinating,  and 
integrating  diverse  activities;  an 
aptitude  for  managing  money;  and 
good  interpersonal  skills. 

Financial  Aid 

The  Central  States  Education  Fund 
provides  scholarships  for  practicum 
participants.  Since  a  practicum  is 
regarded  as  a  learning  experience  and 
not  as  a  summer  job,  the  scholarship 
is  not  regarded  as  remuneration  for 
employment  or  reimbursement  for 
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living  expenses.  Additional 
scholarship  monies  are  available  from 
the  Illinois  Industrial  Distributors 
Association  and  the  Electronic 
Distribution  Education  Foundation.  A 
scholarship  award  for  the  most 
outstanding  out-of-state  student  is 
provided  annually  by  the  Armstrong 
Brothers  Tool  Company.  Scholarship 
applications  may  be  obtained  from  the 
Industrial  Distribution  Management 
Program  office. 

Admission 

Admission  to  the  Industrial 
Distribution  Management  Program  is 
conditional  upon  admission  to  the 
College  of  Commerce  and  Business 
Administration.  Transfer  admission 
requires  an  estimated  minimum 
grade-point  average  of  4.4  on  a  5.0 
scale  (3.4  on  a  4.0  scale)  and 
completion  of  60  transferable  semester 
hours  of  credit,  including  the 
following  courses  or  their  equivalents: 

Accounting 201  and  202  —  Principles  of 
Accounting  (6  hours)  OR  Economics  1 72 
—  Economic  Statistics  I  (if  transferring 
from  another  college  on  the 
Urbana-Champaign  campus) 

Computer  Science  105  —  Introduction  to 
Computers  (3  hours) 

Economics  101  —  Introduction  to 
Economics  (4  hours) 
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•  Mathematics  125  and  134  — 
Introductory  Analysis  for  Social 
Scientists  (7  hours)  OR  Mathematics  120 
and  132  —  Calculus  and  Analytical 
Geometry  I  and  11 

Transfer  applicants  are  encouraged  to 
take  the  equivalents  of  the  following 
courses  before  transferring: 

•  Psychology  100  —  Introduction  to 
Psychology  (3  hours) 

•  Psychology  201  —  Introduction  to  Social 
Psychology  (3  hours) 

•  Rhetoric  105  —  Principles  of 
Composition  (3  hours)  OR  Rhetoric  108 
—  Forms  of  Composition  (3  hours) 

•  Speech  Communication  101  —  Principles 
of  Effective  Speaking  (3  hours) 

Courses  in  a  foreign  language, 
humanities,  mathematics  or  natural 
science,  behavioral  science,  history  or 
political  science,  and  literature 

Descriptions  of  the  above  courses  can 
be  found  in  the  University  Courses 
catalog. 


For  more  information  on  the  IDM 
program,  please  contact  the  following: 

IDM  Program  Office 
University  of  Illinois  at 
Urbana-Champaign 
304  David  Kinley  Hall 
1407  West  Gregory  Drive 
Urbana,  IL  61801 
Telephone  (217)  333-2686 

Department  of  Business 
Administration 
University  of  Illinois  at 
Urbana-Champaign 
360  Commerce  West 
1206  South  Sixth  Street 
Champaign,  IL  61820 
Telephone  (217)  333-4240 

Office  of  Admissions  and  Records 
University  of  Illinois  at 
Urbana-Champaign 
10  Henry  Administration  Building 
506  South  Wright  Street 
Urbana,  IL  61801 
Telephone  (217)  333-0302 


